











ID ARTICLE INDEX—JANUARY TO JUNE, 1978 


Special Reports 


The Southern States: Progress, 
profits and progress 

How to Avoid a Product Liability Suit 

32nd Annual Survey of Distributor 
Operation: . .1977—Sales up 18% 
profits down 

Closing the transportation/delivery gap 

TIS preview. . .Crowds flock to the 
Big Orange 

Phasing into a computer system 

Viewpoint: Senator Lowell Weicker 
on small business 


ideas For Management 


How to interview sales applicants 
Women factory reps. . .or, How 


Understanding productivity 

Hotline/Fed aims at compromise on 
distributor-sold imports 

Hotline/Distributors foresee problems 
in new labor reform drive 

The Distributor Image/The industry 
outsiders. . .what they think 
of distribution 

Viewpoint: The darker side of giantism 

Hotiine/Small businessmen oppose 
three-martini tax proposals 

Inflation Index. . .Overtaxation: A case 
for preventive medicine 

How to improve your profitability 

You too can live with stress 

Property loss. . 

Hotline/Distributors face the fact of 
mandatory retirement at 70 


Sales & Marketing 


Hotline/Best-seller inventories up. . . 
some shortages impending 
Viewpoint: Distributors are for us 
Capsule Sales Concept/Sales + Service 
=Success 
Capsule Sales Concept/The buddy system 
Viewpoint/The mythical “cost per 
I CE ois Spin eUicene eas de Seas os eee Feb 67 
Are sales meetings obsolete 
How To Sell. . .Toolboxes and chests 
Strictly for Salesmen/Dressed to sell 
Capsule Sales Concept/The perfect match 
Strictly for Salesmen/Face to face 
Capsule Sales Concept/‘‘Be prepared” 
‘Total user convenience built into 
supplier's catalog’ 
Try using ‘‘Buy-sell’ agreements 
Who's responsible for market 


Strictly for Salesmen/Misadventures 
in paradise 
Sales doubled in a losing market 
How the sales aid works for you 
Make your catalog a sales tool 
Rise of the inside salesperson 
Don't prejudge a sales candidate 
How to sell. . .Small valves 


Customers, distributors, suppliers 
benefit from 3-way meetings 

It's all-point product training 

Capsule Sales Concept/Now is forever 


Viewpoint: The best inventory is 
your own inventory 


Operations 


Hotline/Distributors still adjusting 
to long-range impact of coal strike 
Customer service. . .It's people 
product and policies 
Distributor airplanes. . .They’re 
the only way to fly 
The three-component reorder point 
Automate inventory? Who me? 
Expanding inventory for Aviation 
Industrial Supply Co 


People 


Pacesetter: Sam T. Fuiler, Sr... . 
Rebel with a cause 

Pacesetter: Preston Baldwin. . . 
He goes against the trend 

Pacesetter: Johnny Johnson. . .Making 
it in inner city 

Mel Pauly’s perspective on 
distribution 

Pacesetter: Peter Boyle. . .Informed 
salesmen=good saiesmen 


Associations 


PTDA's 18th Annual Conventicn. . . 
Members in doubt about '78 

New England Industrial Distributors’ 20th 
Annual Convention. . .New England: Open 
for business again 

SiIDA’s 76th Annual Convention. . .Jam- 
packed program proves ‘‘Small business 
is big business 

NAW’s 32nd Annual meeting. . .Update on 
Washington, management, and politics 
at packed meeting 

Bearing Specialists Assn. 12th 
Annual meeting 


Companies 


At Asheville Industrial Supply. . . 
Salesmen team up for customer 


Ziegler Tools’ 12th Annual sales 
meetin 

At Steel City Bolt & Screw, it's 
distribution plus one 

If a woman answers. . .don't 
hang up 

A big bold corporate image reflects a 
commitment to service 

Under Hawaiian skies. . .Business 
is still business 

Do it all, do it fast, make it pay 

Foremost. . .carves a niche in a 
tough market 

Kass. . .looks for the decayed areas 
in the South Bronx to improve 


Computers & Automation 
Automation does more than 


Two EDP systems with a 
difference 
When human error meets EDP 
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ID ARTICLE INDEX — JULY TO DECEMBER, 1978 


Special Reports 

Compensation and the job 

Mail order: More $$$ for distributors 

Make your warehouse a profit center 

The 1978 Census of Industrial Distributors... Sept 57 
Selling & Psychology 

The strategies of territory management 35 
Nott Co.: Participation — productivity—profit. Dec 


Ideas for Management 
Hotline/Distributors balking at Carter's 
proposed limit on salary increases 

Hotline/Proposition 13 seen as a 
boon to distributors 

Profile of an industrial distributor 

Hotline/Recession in '79? Distributors 


Hotline/Distributors see minimum wages 
outpacing productivity 

Hotline/Distributors seen shedding 
banker role 

10 years on LIFO or. . . saving on 
inventory tax over the long-term 

Hotline/Forecast '79 - Distributors foresee 
growth pitted against inflation 

Manufacturer’s Corner/The price of total 
commitment 


Sales & Marketing 
How to Sell . . . Hand and floor trucks 
Strictly for Salesmen/The longest day 
Capsule Sales Concept/Identifying 
sales management 
Viewpoint/Selling? Not Selling? Find out why. July 
How to Seli . . . Aerosols 
Strictly for Salesmen/A penny 
saved is a penny lost 
Capsule Sales Concept/Object: 
Overcoming objections 
How to Sell . . . Hand tools 
Strictly for Salesmen/On the road 
Capsule Sales Concept/Sell like a pro 
Viewpoint/Marketing: Don't sell it short 
Capsule Sales Concept/Try merchandising 


Power Transmission '78: State of the industry. Oct 63 
Strictly for Salesmen/The “‘physical’’ 

salesman 
How to Sell . . . Fire fighting equipment Nov 49 
Strictly for Salesmen/Food for thought Nov 65 
Capsule Sales Concept/Opening for a closing. Nov 83 
How to Sell . . . Motors 
Strictly for Salesmen/You only live once 
Supplier shares costs of distributor ads 
Distributors’ use of supplier vans, 


82 


innovative and profitable Sept 103 
Training program helps warm up cold calls. Sept 105 
Phone network aims at speedier service.... Sept 113 
Survey shows salesmen seek amenities and 

security 
Be innovative and smash through barriers.... Oct 84 
Distributors cooperate on top quality, 

low-cost catalog 
Speed up picking of small parts 
Profit-oriented approach to inventory 

management 
Operations 
Inventory management. . . Need better 

service? Then revamp your order cycle.... Sept 91 
EDP improves sales and inventory control.... July 63 
Keep less-used catalog within everyone’s 


Learning takes quantum leap via 
computerized teaching unit 

Test rates management skills 

Hands-on—key to fluid power school 

Warehouse guide offers 501 cutting tips 

Advances in EDP benefit distributors 

Need customer feedback? Ask your factory 
representatives 

If you’re looking for inside sales pros, 
try “marketing” by telephone 

Courtesies build customer support 

Closed-circuit TV is a security guard 


Associations 

Triple Industrial Supply Convention '78 

ID \Interview: The new Triple Industrial 
Supply leaders 

10th Annual Safety Equipment Distributors 
Assn. meeting 

Specialists flock to STAFDA 


People 

Pacesetter: Paul J. Christensen... 
activist with a vision 

Service has many meanings 

Pacesetter: Perry Lane... Training 
for the real world 


Companies 

72,000 fasteners or . . . Why Premier 
wins at the Indy 500 

KC’s Hanna Rubber Co. or. . . How an old 
firm bounced back 

New Mexico’s Justis Supply . . . Distributor 


Servicing the energy seekers 

“Why sink when you can swim?” 

Denver Tool Crib’s Ms. O'Toole... 
Queen of the foliowup call 


ID/December, 1978 





